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General Questions


· Top performer? 

· What attracted you to ___? 

· What’s the makeup of team (experience)? 

· Training? 

· Responsibility within 6 months? 

· Day in the life? 

· Overview of an entire transaction; the people that it goes through; how does an Analyst fit in the picture? 

· If I am a direct report of you, what are the top priorities you would first like to see accomplished? 

· How’s one reviewed at the end? 

· Regulatory environment, challenges, future? 

· Expansion? 

· With other M&A’s, will ___? 

· Your career path? 

· I am confident that with my background, I will excel on the job. Could you please elaborate on future career paths & development? 

· Now that we have talked about my qualifications, do you have any concerns about me fulfilling the responsibilities of this position? 

 



Qualitative


·  Teamwork
· Supportive 

· Sacrifice 

· Share of knowledge 

· Challenge each other 

· Coordinated diversity, cross-functional 

· Downplayed ego 

· Personality (airport-test) 

· Detail-oriented 

· Passionate 

· Convincing 

· Proactive 

· Adaptable 

· Focused 

· Driven 

· Creative 

· Entrepreneurial 

· Handle pressure well 

· Customer Service 

· Internal 

· "Empathy Engine" - "Takes coordination from the top, bringing together people, management, technology, and processes to put customers' needs first" 

· Refining time-tested concepts and coming up with cutting-edge ideas 

· Keeping employees happy 

· Conduct "After Action Review" 

· External 

· Understanding client's POV 

· Giving what client deserves 

· Deliver seamless/painless experience 

· Be personal, not cookie-cutter and robotic 

· BusinessWeek - Customer Service Champions  

· Leadership 

· Thinking like a leader 

· Thinking L-T 

· Take initiative 

· Going the extra mile 

· Building team consensus and cohesiveness 

· Communication, build relationships 

· Why i-banking? 

· Training/mentoring/management 

· Responsibilities, solving high-profile, challenging, rewarding problems 

· Love for changing environments 

· Impacting the entire lifespan of investments 

· Like analytical work: attention to details, perfectionist 

· Where in 5 years? 

· Growth for the company 

· Challenges 

· My strengths? 

· Safe hands 

· BB ibank env 

· Hard working 

· Quick learner (certifications) 

· Analytical capacity 

· Interpersonal skills 

· My weaknesses? 

· Perfectionist 

· Workaholic 

· Pressure? 

· Little sleep 

· Aggressive on deadlines 

· Interviewed with others? 

· Yes 

· At a bad time after fall recruiting 

· Needed employment 

·  Major Events 

· 2002 - Sarbanes-Oxley Act 

· 1999 - Financial Services Modernization Act 

· 1933 - Banking Act (Glass-Steagal Act) 

· Case 

· Internal vs. external forces 

· Core competencies - what are we good at? 

· Benchmarking 

· Opportunity cost 

· SWOT 

· Porter's 5(6) Forces 

· Bargaining power - customers 

· Bargaining power - suppliers 

· Threat - new entrants 

· Threat - substitutes 

· Intensity of competition 

· Complementors (gov/public), from game theory by Andrew Grove, Intel 

· 7S 

· Hardware 

· Strategy 

· Structure 

· Systems 

· Software 

· Staff 

· Skills 

· Style 

· Shared Values 

· 4C 

· Customers 

· Competition 

· Cost 

· Capabilities 

· 5C 

· Character 

· Capacity 

· Capital 

· Conditions 

· Competitive Advantage 

· Value Chain Analysis 

· Multi-Level Marketing (MLM), direct mkting+franchising 

· 2x2 Matrix 

· BCG Matrix 

· 70/20/10 (Schmidt, Google) 

· 70% of time - core business tasks 

· 20% - projects related to core business 

· 10% - projects unrelated to core business 

· M&A 

· Value Drivers 

· Target & Market Assessment 

· Data gathering & analysis 

 



Quantitative


· Ratios 

· Statements 

· Balance Sheet: financial position @ given time; A=L+SE 

· Loss on sale of asset: decrease A, decrease part L & part SE depending on financing of asset 

· Income Statement, P&L analysis: success of co.’s operations 

· Revenue-expenses, tax, interest, etc.=NI 

· Loss on sale of asset: increase NI, depending on when sold, may decrease interest expenses/depreciation   

· Statement of Retained Earnings: amt of profit co. invest in itself 

· Year beginning + NI – dividends = year end 

· Loss on sale of asset: increase NI 

· Statement of Cash Flows 

· Beginning + CF operating + CF investing + CF financing = end of year 

· Loss on sale of asset: increase end of year balance, CF operating and decrease CF financing 

· Deflation 

· Decrease in price level 

· Rise in purchasing power 

· Fall in business confidence, reduced velocity of $ 

· Biz refuse to invest: risk of investing is higher than holding currency 

· Fall in GDP, takes long time to correct 

· Efficient Market Theory: stock price = market valuation 

· Perfect information 

· Instantaneous receipt of news 

· Marketplace with many small participants 

· News arises randomly in the future 

· What makes an investment attractive? 

· Low risk, high return, liquid, fast 

· Valuation 

· A = D + E 

· D = book value of debt 

· Equity valuation 

· DCF (APV & WACC result in dif values) 

· Adjusted Present Value (APV) method (unleveraged, no D) 

· 1. data; 2. FCF; 3. discount rates; 4. terminal value; 5. NPV of all FCF; 6. find value 

· WACC method (leveraged): WACC = E / ( D + E ) ( R_E ) + D / ( D + E ) ( 1 - T ) ( R_D ) ... 

· FCF = NI + Dep & Amort - CapEx - NWC + Other relevant CF 

· Terminal Year (TY) FCF = FCF_10 ( 1 + g ) / ( r - g ) 

· NPV/IRR: discount FCF of each yr back to yr 0 

· CAPM: Return=RiskFreeRate+EquityBeta(MktReturn-RiskFreeRate) 

· Comparable transactions 

· Multiples 

· Sales multiple: Mkt Cap / Sales 

· EBITDA multiple: Mkt Cap / EBITDA 

· P/E ratio: Mkt Cap / Earnings 

· Market valuation using stocks, mkt cap 

· RE: comps, rebuild or inflation of land+deflation of building, cash flow/ROI 

· Mezzanine Financing 

· Debt capital used to finance expansion of existing companies; can be converted into ownership or equity if debt defaults; subordinate to bank/VC debt 

· Treated like equity on balance sheet, thus easier to get additional bank financing 

· Accretion/dilution analysis? 

 



Closing


Thank you very much for helping me to better understand the job. I understand the challenges and am confident that I have the experience and expertise to take them on. I would very much like to start making contributions to your firm.

 



Uncategorized


"How would you describe the ethics of your company? In which areas do you feel comfortable and uncomfortable with them? Why?"

Good answer: “My company is extremely ethical, and I've never, ever run into a situation in which I disagreed with a decision made because of ethics. In fact, we bend over backward in the treatment of our customers-such as taking back out-of-date products and providing free service past warranty, whenever there is any question about our products and services.”

 

"There are two philosophies about regulations and policies. One is that they are to be followed to the letter; the other is that they are just guidelines. What is your opinion?"

Good answer: “Regulations and policies are made for important reasons. A regulation seems to me to be stronger, and I feel that I follow all regulations, such as getting reports in at a certain time and accounting for expenses in a certain way. Policies are a little bit more indefinite. They express more of a guideline and a philosophy. There are circumstances when you fall into the "gray area" when applying a policy. When I have had questions, I've checked with my boss.”

 

"Have you ever felt guilty about receiving credit for work that was mostly completed by others? If so, how did you handle it?"

Good answer: “I frequently encounter this situation. By nature of being the boss, I get the credit for many of the things that my people do. I try my best to redirect that credit to them. For example, I insist that everyone who works on a proposal has her name on that proposal. We have celebrations when we win a contract at which we particularly point out the contributions of various people.”


Ray Shan, 2007
